
Covid-19 interrupted our Winter Shop Talk 
sessions after the first two.  We completed the series 
with two virtual sessions.  You can watch both 
sessions on our website. 
 

The Business Side of a Farrier’s Life - Part 1 
Julie Schwalm presented an informative program 
about business records, scheduling, etc.  She also 
demonstrated the value of having a software program 
designed specifically for farriers.  The program she 
created is called iForge Ahead.  This program helps 
keep a detailed history for each customer, stable and 
horse.   It also allows photos for showing progress or 
problems, invoicing after the work is done, 
scheduling appointments, reminders to clients of 
upcoming appointments and more.  
 
If you do not have a system that helps you become 
more profitable, check out iForge Ahead or a similar 
farrier business program. 
  
 
 
 

The Business Side of a Farrier’s Life - Part 2 
The second virtual program was presented by 
Nathan Essary of the Missouri Farm Bureau, 
covering a variety of ways to increase profits.  In his 
program, he addresses the importance of having a 
business identity (Corporation or LLC) for legal 
protection and tax benefits; working toward “Route 
Density” to limit the miles you drive; and, insurance 
to protect you, your business vehicle and your family.  
He also discusses the dollar value of networking with 
other area farriers. 
 
 

Farrier Price Worksheet 
Farrier work is hard.  Improving the business end of 
the job can make a farrier’s life easier.  This 
spreadsheet is also a tool to assist you in determining 
the proper amount you should charge for your 
services. 
 
You will need to enter actual amounts for each of the 
items on the sheet.  As you do, the formulas 
embedded in the spreadsheet will calculate the 
amount you need to charge to meet your business 
and personal expenses. 
 
 
 
 
My Maps 
Google maps has an app called MyMaps which 
enables you to upload your customer list (names, 
addresses, city, state and zip code).  Google maps 
then creates a map with all of your customers 
pinpointed on the map.  This is a good way to 
improve your customer list so you have less driving 
time while reducing expenses and increasing profit. 

THE BUSINESS END 
 These business tools may be more important than any farrier tool 
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“Are you as good a farrier today as you will ever be? Do your current 
abilities guarantee you will have a successful career?”  
 
This article By Ron Perszewski was posted on July 25, 2018 to the American Farriers Journal.  The article details 
the business advantage for farriers who regularly attend and participate in events that further their knowledge, 
skill and understanding of the horse and farriery. 
 
Plan to attend clinics, conventions and workshops that will increase your skill and knowledge.  Consider joining a 
state or national farrier organization. 
 
Here are some Farrier organizations that regularly provide programs: 
 

• American Farriers Association 
• American Association of Professional Farriers 
• Missouri Professional Farriers Association 
• Illinois Farriers Association 

Farrier Continuing Education

Here are some helpful articles from the web:

“Importance of 
keeping customers 
satisfied cannot be 
ignored and 
businesses should 
make it a priority to 
improve customer 
relationships.” 
Business.com 
 
Farriers often express frustration 
in dealing with horse owners. 
I’ve heard it expressed this way 
many, many times; “I like 
working with the horses, it’s the 
owners that drive me crazy.”  

There is no simple solution to 
this issue, but as an independent 
business person you must find 
what works for you, keeping in 
mind every customer, like their 
horses, are unique in their 
personality. Some successful 
farriers use lighthearted 
comments to get their point 
across. Some farriers have 
written “expectations” for what 
the customer may expect from 
the farrier and what the farrier 
expects from the horse owner. 
Try to adapt your approach to fit 
best with each individual 
customer’s personality. 
 
Good communication is a key to 
successful relationships with 
your customers. While you 
  

might coax, or even present 
written or verbal expectations, 
ignoring a problem only leads to 
frustration and anger. Customer 
challenges will only become 
more difficult when ignored. 
Your best course of action is to 
address a negative situation 
head-on before you react in a 
way that is irreparable to the 
relationship. If you remember to 
treat the person just as you 
would like to be treated in a 
similar situation, the end result 
will be a happy customer and 
personal satisfaction for you. 
 
Remember, at the end of the day, 
your business only grows and 
thrives if you have happy 
customers. 

Good Customer Relations
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